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To : Mike McHugh 
Subject: Salem 
Dear Mike, 



The following are suggestions for the new Salem which were discussed and initiated with 
DM Mark Gambardella, RM Louann Alese, ASR’s Diane 
Reuter, Joe Connolly, Ron Segelke, Howie Schiller, and Ken King: 

* Leave name generation cards with trusted partners accounts.Explain 
what the company wants....regarding the target market. RJR Rep. will 
pay $ 1.00 for every Name Generation card filled out correctly. This 
has already been tested in 3 account for A days (with no payment) which 
resulted in 55 Cards. 



* The “good will” card, suggested by Mark Gambardella, is simply giving 
a pack of Salem to a customer who purchased a pack of Salem. 

Explain what the company has done and why, and thank the customer for 
purchasing an RJR brand. 


* With retailers that cooperate with the name generation card program, in lieu 
of a payment, give the retailer a Salem shirt, the same one that was given 
at to the Sales Reps. 


* When Salem goes to the next test market, to reduce the amount of 
confusion, introduce the new packaging on the soft pack styles first 
and perhaps 3 months later introduce the 4 new box styles. 


* The new Salem advertising should read Salem BOX, in large letters, 
and have the saying....Not What You Expect. For the soft pack styles 
have the advertising read....What You Expect.Just a New Look. 



* Box load on FPD should never be mixed with soft packs (on the same tray) 
In other words, if there are 2 trays on a display, the top tray would be the 
Box styles and the second tray the soft packs. 

Regards, 

Marshal! 
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